Index To 61 Ideas And Methods 
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A complete reference guide to articles appearing in Fund Raising 
Management for the year 1978. Articles are listed according to subject 
and issue date. Columnists’ articles are listed in order of appearance. 


(Reprints of the articles listed in this 
index are available for 60¢ per page. 
Back issues are $2.50 per copy. Ad- 
dress your request to Fund Raising 
Management, 224 7th St., Garden City, 
NY 11530.) 


SOURCES OF FUNDS 


Individuals 
The Sense-ations of Daily Life Have 
Value—The thoughtful applications of 
the five senses of human communica- 
tion: taste, smell, hearing, sight and 
touch have importance in successful 
fund raising, claims the author. He 
describes some of the more unusual 
instances where this knowledge can be 
usefully applied. By JOHN A. BAIRD, 
JR. Jan./Feb., Page 14. 
‘Developing’ Women: Attitudes, Ambi- 
tions, Growth—Women are continuing 
to make career gains in fund raising. A 
survey of professionals by this 
magazine reveals that women develop- 
ment professionals are more de- 
termined than ever to make a place for 
themselves in development offices, 
board rooms and on staffs. By JOHN 
D. McILQUHAM March/April (cover 
story), Page 19. 
Training Committee Members For So- 
licitation—Well-informed board or 
committee members can be effective 
solicitors for your organization, claims 
the author. This article offers several 
suggestions for training them in the 
right ways to handle such duties. By 
ARTHUR D. RAYBIN. March/April, 
Page 34. 
Six Key Points In Financial Planning— 
Financial planning is a critical part of 
the overall planning for many non- 
profit organizations, claims the author. 
He outlines six points on the nature, 
scope and procedures for financial 
planning. By DR. KEITH V. SMITH. 
May/June, Page 24. 
Avoid Making Your Efforts In One 
Way—Using the aid of an Easter 
Bunny character, the author discusses 
a variety of techniques that should be 
employed in a well-rounded develop- 
ment program. Emphasis in the 
development office should be on many 
techniques rather than ‘‘one basket’’ 
for all the funds. By JOHN VITELLO. 
May/June, Page 30. 
Committee: United Way Not Only 
Way—Business and government 
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should consider opening up their 
payroll deduction systems to a few 
more federated fund raising drives, 
claims the author. His article outlines 
the concerns about admissions and 
allocations of United Way in serving 
philanthropic pluralism. By ROBERT 
O. BOTHWELL. July/August, Page 
16. 

United Way: Openness Key To Ad- 
missions—Single solicitation implies a 
closed system to its critics, but the 
United Way feels that an ‘‘open doors”’ 
policy prevents that. This UW execu- 
tive examines critic charges about its 
operations and effectiveness in serving 
America’s philanthropic needs. By 
GEORGE A. SHEA. July/August, 
Page 24. 

Building Fund Campaign Success Built 
In 7 Phases—The need for a new build- 
ing, inexperienced staff and capital 
campaign committee members might 
have spelled disaster for any other fund 
drive. But the Planned Parenthood of 
Metro Washington combined determi- 
nation, faith and commitment into the 
formula for a successful capital fund 
By SANDIE FAURIOL. Sept./Oct., 
Page 28. 

Fund Raising’s Future Shock Requires 
Look—Re-examination and search for 
identity is an on-going process needed 
by the philanthropic community, 
claims the author. He outlines an al- 
ternative future for giving, the non- 
profit sector and philanthropy. By 
DEAN SCHOOLER. Sept./Oct., Page 
34. 

Inflation, Big Government Cause Foun- 
dation Worries. Sept./Oct., Page 43. 
Engineering of FR: Constituency 
Analysis Primer—By conducting a 
simple analysis of its constituents, an 
organization can do much to improve 
its response rate, claims the author. He 
outlines one such method, drawing 
upon examples which, though princi- 
pally related to educational fund rais- 
ing, are pertinent to all fund raising in- 
stitutions interested in improving 
performance. By JOSEPH E. CON- 
RAD. Nov./Dec., Page 29. 

12 Principles to Consider In Long-Range 
Planning. By DR. WILLIAM 
CROTHERS. Nov./Dec., Page 56. 


Laws & Regulations 


Tax Legislation Of Charitable Organiza- 
tions—This overview of current prob- 


lems and proposals in philanthropy 
provides challenges that are not 
without rewards, claims the author. 
While more regulation and reform is 
ahead, such moves help unite all non- 
profit organizations into a better under- 
standing of themselves and_ their 
profession. By JOHN J. SCHWARTZ. 
Jan./Feb., Page 18. 


Planned Giving 

Beginning A Planned Giving Program-—— 
Hospitals, as many other institutions, 
should consider four elements in decid- 
ing whether to begin a deferred giving 
program. The author outlines his 
thoughts on those elements and how 
they should be viewed in relation to the 
total development effort. By JAMES 
E. CONNELL. May/June, Page 18. 
Estate Plans and Wills Come First. By 
JERRY A. JARC. May/June, Page 34. 


Foundations 

Major Foundation Challenges: Public 
Policy, Social Injustice—Colorado foun- 
dations met to hear their keynote 
speaker claim that illuminating public 
policy issues and advancing social in- 
justice in this country are two of the 
major challenges facing foundations. 
Jan./Feb., Page 34. 


TYPES OF GIVING 


Hospitals 

Health Programs: How Far Down the 
Road—Against the background of dra- 
matic growth in private health in- 
surance and federal government funds, 
the author examines the vital role of 
health philanthropy. He agrees that the 
role is there, but the emphasis will be 
different in the future. By WALTER J. 
UNGER. March/April, Page 14. 
Doubtful Future Seen In Hospital 
Private Giving—Changing political and 
economic conditions facing hospitals 
have cast pale over role of private giv- 
ing, according to the author. His 
analysis examines the trends which will 
impact health giving. By DR. ROBERT 
J. BLENDON. July/August, Page 30. 
Hospital Foundations: Pros And Cons 
Considered—To create a separate foun- 
dation for fund raising purposes has 
tempted many development directors. 
The author examines ‘positive and 
negative factors that should be weighed 
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before making a final decision. By 
BERNE BACHRACH. July/August, 
Page 36. 

Best Foot Forward Bolsters Hospital’s 
Appeal—One of the most important, 
yet neglected areas of hospital 
activities is image building, claims the 
author. This article outlines how his 
successful rebuilding of the public rela- 
tions effort improved the fund raising 
climate. By JACK K. RIMALOVER. 
Nov./Dec., Page 23. 


Education 
First Year Produces New Development 
Perspectives—Even an old, well-es- 
tablished educational institution can 
draw new life from its neighbors 
through an organized effort to promote 
community involvement, as this 
development officer discovered in his 
first 12 months on the job. By VICTOR 
CHIRA. Jan./Feb., Page 38. 
Study of Fund Raising Strategy for 
Public Colleges—Faced with obstacles 
and uncertainties, the authors set about 
to build a case for local support of this 
four-year, public school. How they 
turned their local.support into a college 
case statement is a model of using ‘‘in- 
house’’ information advantageously. 
By THOMAS M. LAW, LAWRENCE 
S. HERMAN, and MICHAEL A. 
SLAVIN. March/April, Page 30. 
Development Via Computer Helps 
University—Installing a computer 
system that has helped market the 
University to both students and outside 
interests, the authors discuss the im- 
plications for fund raising and the 
school’s future financial stability. By 
ROBERT TORRE and_  ODR. 
BERTRAM PARISER.  Sept./Oct., 
Page 18. 
Gifts to Colleges Reached High in 1976- 
77: Up 10.8%. Nov./Dec., Page 52. 


Civic, Cultural, 
Health Institutions 

Social Agency Funds Help With Mail, 
Planned Gifts—This 129 year old New 
York City agency has been waging a 
relentless battle against poverty, 
illiteracy and other problems facing the 
City’s poor. Mail and planned giving 
provide new weapons in an old war. In- 
terview with STANLEY GORNISH. 
Jan./Feb. (cover story), Page 24. 

Event A ‘‘Pushover’’ For Hemophilia 
Foundation—Thousands of dominoes, 
a 21 year old toppling champ and an en- 
thusiastic publicity campaign were the 
principal components of success for the 
Foundation’s innovative ‘‘Domino 
Spectacular.”” By THOM D. HAR- 
RINGTON. Nov./Dec., Page 26. 


Religious 
NCDC Convention Seeks 


Uniform 


Reporting Format. By THEA 
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GRAVES PELLMAN. Nov./Dec., 
Page 33. 


PROFESSIONAL, 
CREATIVE, AND 
TECHNICAL ASPECTS 


Consultants 
Computers, Marketing 
Direct Mail 
Phones Help PBS Station Raise 
Membership Renewals. March/April, 

Page 47. 

Group’s Key To Growth Found In 
Prospecting—National Wildlife Federa- 
tion finds new donor acquisition to be 
its link to financial survival. Using 
series of new formats in mail, that fu- 
ture work and growth of the group is 
insured. By JAMES D. DAVIS. 
Nov./Dec., 14. 

Index to 79 Ideas And Methods for Fund 
Raising Campaigns—Reference Guide 
to articles and columns featured in the 
magazine in 1977. Jan./Feb., Page 36. 


FUND RAISING 
CONSIDERATIONS 


By 
William Lampton 


Donor Recognition Days Pay Off in 
Careful Planning. Jan./Feb., Page 54. 
Seven Key Points In Preparing Your In- 
stitution’s Annual Report. March/April, 
Page 54. 

Seven Points To Arranging Your Pros- 
pect Appointments. May/June, Page 52. 
Understanding Perceptions Improves 
Fund Raising Steps. July/August. Page 
42. 

Follow-Up: Six Checkpoints To Avoid 
Lack of Excitement. Sept./Oct., Page 
a5: 

Handling Two Pressures Of Your Job: 
Desk and Road Work. Nov./Dec., Page 
42. 


ON FUND RAISING 
LETTERS 


By 
Jerry Huntsinger 


How To Write That Very Important 
‘‘Thank You.”’ Jan./Feb., Page 50. 

24 Creative Ideas Worth Trying In Your 
Direct Mail. March/April, Page 49. 

How To Set Up A Creative Sample File. 
May/June, Page.40. 

How Great Ideas Threaten Non-Idea 
Fund Raisers. July/August, Page 46. 
Seven Thoughts On Writing A Com- 
puter Letter Name Game. Sept./Oct., 
Page 52. 

Writing Letters To Men In Your Direct 
Mail: Part I. Nov./Dec., Page 40. 


THE DEVELOPMENT 
FUNCTION 


By 
Arthur Frantzreb 


Warning: Trustees May Be Dangerous 
To Your Health. Jan./Feb., Page 44. 
Trustees May Be Dangerous To Your 
Health: Part II. March/April, Page 40. 
Perspectives On Professional Growth— 
Resource Development Personnel. May/ 
June, Page 49. 

Staff Development Meetings Essential 
To Good Management. July/August, 
Page 48. 

How To Solicit: Attitude, Preparation 
Keys To Success. Sept./Oct., Page 40. 
Familiar Concern Answered: Tell Me 
What Is Going On. Nov./Dec., Page 43. 


ON THE ARTS 


By 
George Alan Smith 


Role of Consultant Is Given Manage- 
ment Look. March/April, Page 52. 
Marketing the Performing Arts: A Per- 
sonal View. May/June, Page 44. (Carl 
Stover of National Endowment for the 
Arts guest columnist). 

Corporate Support of the Arts Needs 
Strategy to Work. July/August, Page 
52. 

Ghosts Abound in the Arts And Waiting 
To Be Found. Nov./Dec., Page 46. 


LEGISLATIVE GUIDE 


By 
Bruce Hopkins 


Regulatory Scene Mixed Bag of Federal, 
State Proposals. March/April, Page 51. 
Carter Administration Attitude Not En- 
couraging for Fund Raisers. May/June, 
Page 38. 

Congress Ready to Battle President, 
‘*Statism.’’ Sept./Oct., Page 46. 

Fund Raising Productivity: Two-Edged 
Non-Profit Sword. Nov./Dec., Page 48. 


COMMUNICATIONS IN 
FUND RAISING 


By 
Charles Webb 


Internal Communications Pave Way For 
Successful Campaigns. Jan./Feb., Page 
56. 
Joint Communications Aid College 
Capital Campaign. March/April, Page 
44. 


Communication Among Staff, Trustees, 
Consultants A Must. May/June, Page 
50. 


FUND RAISING MANAGEMENT 





Communicating With Volunteers: 10 
Guideposts For Meeting. July/August, 
Page 54. 

Take Second Look At Memorial Pro- 
grams to Boost More Gifts. Sept./Oct., 
Page 48. 

Proper Consultant Contract Avoids Pro- 
blems, Defines Tasks. Nov./Dec., Page 
50. 


FUND RAISER’S TAX 
GUIDE 


By 
J.K. Lasser Tax Institute 


On Disclaimer of . Bequest, Use of 
Donated Property. Jan./Feb., Page 48. 
On Determining Market Value of 
Property, Unitrusts. March/April, Page 
56. 

On Treasury Tables Use In Valuing In- 
come, Interests. May/June, Page 42. 

On Selection of Charitable Beneficiaries, 
Schools, Pets. July/August, Page 56. 
Deducting Exchanged Land, Redemp- 
tion of Donated Stock. Sept./Oct., Page 
54. 

On Donor’s Reduction After Stock De- 
cline, Scholarships. Nov./Dec., Page 
51. 


DONOR FINANCIAL 
PLANNING 


By 
Adrian B. Cockerill, Jr. 


Charitable Lead Trust: Timely, Re- 
warding Plan. May/June, Page 54. 

First Steps In Planned Gifts Program: 
Feasibility Audit. Sept./Oct., Page 53. 


SUCCESSFUL 
GRANTSMANSHIP 


By 
William Hill 


How To Say No To A Potential Grant 
Seeker. Jan./Feb., Page 46. 

‘Selling the Sizzle’? Helps In Getting 
Difficult Grants. March/April, Page 43. 
Before Writing Proposals, Know Source 
Requirements. May/June, Page 51. 
Sample Proposal Letter. Sept./Oct., 
Page 50. 


PRACTICAL PROBLEMS 
AND SOLUTIONS 


By 
Stephen Wertheimer 
On Thinking About... Building and Or- 
ganizing Your Staff. Jan./Feb., Page 
52. 


JANUARY/FEBRUARY 1979 


On Thinking About... Costs and Con- 
trols In Philanthropy. March/April, 
Page 42. 

On Thinking About... The Unsung En- 
velope. May/June, Page 46. 

On Thinking About... Making the Most 
of Volunteers. Sept./Oct., Page 49. 

On Thinking About... The Need For A 
Case Statement. Nov./Dec., Page 37. 


WHAT WOULD YOU DO 
i. 


By 
Robert Semple 


How Would You Assist Harpers In 
Launching Special Gifts. Jan./Feb., 
Page 42. 

Select Corporate Prospects: Hartsdale 
Youth Center Plan. March/April, Page 
46. 

How Would You Help Plan This 
Agency’s Growth. May/June, Page 48. 
Career Planning: Up or Out Determines 
‘*‘How To”’ Strategy. July/August, Page 
50. 

Marketing Problem: Fill Budget Gap for 
Expansion. Sept./Oct., Page 58. 
Responses Invite Ideas On Bosses, Foun- 
dations, Money. Nov./Dec., Page 47. 


EDITORIALS 


‘Days of Wine and Roses.”’ Jan./Feb., 
Page 64. 

‘*Recommendations Provide Op- 
portunity to Non-Profits.’’ March/April, 
Page 64. 

‘*Participatory Fund Raising.’’ 
May/June, Page 64. 
**Knock, Knock... 
July/August, Page 64. 
Is There Life After Death? Sept./Oct., 
Page 64. 

Non-Profit Productivity: Plus or Minus. 
Nov./Dec., Page 64. @ 


Who’s_ There?’’ 


Foundation Grant Of $10MM 
Expands Dental Services 


A privately funded, $10 million grant 
program will help up to 25 teaching 
hospitals nationwide expand outpatient 
dental services for people who cur- 
rently lack adequate access to dental 
care. More than 150 of the nation’s hos- 
pitals recently received invitations to 
apply for grants of up to $500,000 each. 
The funds are being made available by 
The Robert Wood Johnson Foundation 
of Princeton, NJ. 

In announcing the program, the 
president of the Foundation, Dr. David 
E. Rogers, said: “‘At present, many 


Americans are not receiving adequate 
dental care. Studies indicate that 30% 
of children under age 17 have never 
been treated by a dentist, and the 
average child of today will lose more 
than one-half of his or her teeth by age 
40. Only about one-third of the people 
in this country receive comprehensive 
dental treatment and prevention each 
year.”’ 

This program, Dr. Rogers said, is 
designed to demonstrate that hospitals 
with existing training programs for 
graduate dentists can help meet this 
need by expanding their dental services 
to include: basic dental care to patients 
who are without a regular source of 
care, particularly those who now use 
the hospital as their source of general 
medical care; prevention and dental 
education services, particularly for 
children; and twenty-four hour dental 
emergency services with on-duty 
dentists. 

Recent trends indicate an expansion 
in the number of dentists working in 
hospitals who will be available to 
provide general dental care, Rogers ad- 
ded. Increasingly, dentists are looking 
to hospitals as sites for a year of 
residency training in general dentistry 
after graduation, and in response to this 
demand, the federal government has 
begun a program to increase the 
number of hospital-based dental 
residency positions. Hospitals also 
have the ability to be reimbursed in 
some cases for dental services by 
private insurance and public payment 
programs, Rogers said. 

Dr. Rogers explained that the reason 
for the shortfall in dental services na- 
tionally is a combination of public mis- 
perceptions, payment mechanisms, 
and a maldistribution of manpower. 

‘**The popular view that dental care is 
a luxury, fears about pain—a problem 
with dental care of earlier times—and 
the fact that dental problems are not 
life-threatening all tend to make people 
put off or completely avoid the dental 
care they need,’’ he commented. 

A program Advisory Committee is 
chaired by Dr. Charles Barr, director of 
dentistry and associate director of 
academic affairs at Beth Israel Hos- 
pital, NY. Members of the committee 
include individuals from medicine, hos- 
pital administration, and the academic 
and private practice sectors of 
dentistry. They will participate in the 
review and evaluation of applications, 
and in the fall will begin to recommend 
hospitals for funding to the Founda- 
tion’s board of trustees. 

The program is being administered 
for the Foundation by Virginia Com- 
monwealth University and directed by 
Dr. John J. Salley, associate vice 
president for research and graduate af- 
fairs at Virginia Commonwealth and 
former dean of dentistry at the 
University of Maryland. 
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